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“The  Business  of  Functional 
Foods”  Seminar  - Edmonton, 
Alberta  March  5,  2001 

Functional  Foods  are  foods  that  may  provide  a health  benefit 
beyond  basic  nutrition.  The  belief  that  food  has  health  benefits 
beyond  its  traditional  nutritional  value  is  reaching  new  heights 
among  consumers  and  scientists  alike.  The  interest  has  opened 
the  door  for  a new  category  of  foods  with  health  promoting 
attributes,  known  as  functional  foods. 

Within  its  nutrition  value-added  focus,  industry  is  moving  away 
from,  what  a food  product  does  not  have,  towards  what  a food 
product  does  have.  Driving  this  move  is  the  increasing  interest 
of  consumers  in  nutrition  and  in  taking  control  of  their  own 
health;  scientific  support  for  the  role  of  diet  in  health  promotion 
and  disease  prevention;  technical  advances  in  the  food  industry 
that  make  it  possible  to  combine  health  value  with  high-quality 
products;  an  aging  population;  and  increasing  health  care  costs, 
currently  estimated  at  $1.8  billion  in  Canada. 


If  you  have  any  interest  in  any  of  these  aspects  of  the  growing 
industry  of  Functional  Foods,  you  will  want  to  attend  the  2001 
The  Business  of  Functional  Foods  Seminar. 

Immediately  following  The  Business  of  Functional  Foods 
Seminar,  is  the  “Growing  Global”  Conference,  slated  for  March 
5 - 7,  2001  in  Edmonton.  The  “Growing  Global”  Conference 
will  cover  topics  related  to  medicinal  and  aromatic  plants,  and 
organics. 

For  more  information  contact: 

Kevin  Swallow  780-980-4870 
Connie  Phillips  780-980-4865 
Food  Processing  Development  Centre 
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“The  Business  of  Functional  Foods”  Seminar  slated  for 
Edmonton,  Alberta  on  March  5,  2001  is  going  to  be  an 
opportunity  to  hear  about  the  opportunities  for  business  and 
entrepreneurs  interested  in  the  area  of  Functional  Foods. 

Alberta  Agriculture,  Food  and  Rural  Development  and 
partnered  with  Agriculture  and  Agri-Food  Canada  to  present  a 
unique  agenda  comprised  of  provincial,  national  and 
international  speakers. 

Attendees  to  the  March  2001  conference  will  hear  about: 

♦ The  Nutraceutical  Revolution 

♦ Bioactive  Compounds  from  Canadian  Commodities 

♦ The  Nutraceutical  Value  of  Canadian  Flax 

♦ The  European  Perspective  on  Nutraceuticals  and 
Functional  Foods 

♦ Health  Claims  and  Company  Strategies 

♦ Establishing  Health  Benefits  of  Foods:  From  Concepts 
to  Claims 

♦ Cash  Creation  for  Small  Companies 

♦ Technical  Resources  for  Product  and  Process 
Development 

♦ Accessing  the  Researchers 

♦ Funding  Agencies  in  Western  Canada 


Successful  Agri-preneurs  Develop  Customer  Focus 

A market  focus  means  targeting  a business  to  a specific 
customer.  It  also  means  understanding  the  market  forces  that 
affect  that  business.  Market  forces  include  competition, 
suppliers,  political  forces  and  technology  change.  Use  these 
quick  tips  to  speed  up  market  focus  scanning. 

Competition  - take  a sheet  of  paper  and  label  four  columns 
across  the  top:  strengths,  weaknesses,  price  and  products.  Down 
the  side  of  the  page  list  four  or  five  main  competitors.  Don't 
forget  to  include  your  business  in  the  chart  so  you  can  compare 
yourself  to  the  competition.  Do  some  in-store  research  and  talk 
to  the  customers  of  competitors  to  ensure  you  fill  the  quick 
chart  out  as  completely  as  possible. 
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Suppliers  - make  another  similar  quick  chart.  Across  the  top  of 
this  page,  label  the  four  columns:  price,  delivery,  service  and 
technical  or  design  advice.  Down  the  side  of  the  page  list  up  to 
four  suppliers  who  are  being  or  will  be  used.  Depending  upon 
the  business  you  may  need  to  prepare  a quick  chart  for  suppliers 
of  raw  and/or  processed  materials,  distribution  channels, 
technical  advice  and  packaging  goods.  This  quick  chart  is  a 
great  way  to  do  some  shopping  for  the  businesses  that  can  make 
a difference  to  the  way  it  operates. 

Political  focces  - make  sure  you  know  which  laws  affect  your 
business.  When  developing  an  agri-business,  you  need  to 
understand  how  the  federal,  provincial  and  municipal 
governmental  regulations  affect  the  business.  If  using  a Farmers' 
Market,  there  are  provincial  and  municipal  regulations  to 
comply  with.  Consider  what  you  are  planning  to  grow  or 
prepare  for  customers.  Many  commodity  organizations  have 
regulations  or  guidelines.  There  are  provincial  standards  for 
products  sold  within  the  province  and  federal  laws  for  products 
sold  outside  the  province.  For  more  information  on  regulations 
that  could  affect  your  business  contact  an  Alberta  Agriculture, 
Food  and  Rural  Development  rural  development 
specialist-business. 

Technology  change  - technology  is  changing  the  way  things  are 
made  and  the  types  of  products  that  can  be  made.  Do  some 
research  to  see  if  there  are  any  changes  in  process  or  product 
technology  that  could  change  your  business  plan. 

Combine  your  assessment  of  the  market  forces  that  affect  the 
agri-business  with  the  customer  profile.  The  two  will  help 
define  the  market  focus.  A well-defined  market  focus  means  a 
greater  chance  of  business  success. 

This  is  the  second  article  in  Market  Driven  Agriculture 
...Strategies  for  Success , a series  on  how  to  develop  a market 
focus  in  your  business.  These  articles  are  presented  by  Alberta 
Agriculture,  Food  and  Rural  Development’s  Central  Region 
Rural  Development  Specialists  - Business  in  partnership  with 
the  Alberta  Women’s  Enterprise  Initiative  Association.  The 
objective  of  the  series  is  to  raise  awareness  about  the 
importance  of  markets  from  traditional  farming  through  various 
agri-preneur  ventures. 

For  more  business  and  market  development  information  check 
the  Alberta  Agriculture  and  Alberta  Women's  Enterprise 
Initiative  Association  websites  at 
<www.agric.gov.ab.ca/diversify> 
and  <www.awei.ab.ca>. 

Contact: 

Rural  Development  Specialists  - Business 
Central  Region 

► Donna  Fleury/Kathy  Lowther 

Airdrie  (403)  948-8537 
* Lisa  Houle/Lynn  Stegman 

Red  Deer  (403)  340-5364 

v Dial  310-0000  first  for  toll-free  access. 
s To  E-mail  these  specialists:  firstname.lastname@gov.ab.ca 
i.e.  donna.fleury@gov.ab.ca 


Canadian  Wheat  Board  (CWB) 
Announces  New  Program  for 
Organic  Farmers 

The  CWB  Board  of  Directors  announced  on  Monday,  December 
11,  2000  a new  program  for  organic  farmers.  The  program 
simplifies  and  lowers  the  cost  of  the  Producer  Direct  Sale 
(PDS),  commonly  known  as  ihe  buy-back,  by  enabling  farmers 
to  deal  directly  with  the  CWB,  rather  than  completing  the 
transaction  through  their  elevator.  Farmers  will  also  be  offered 
credit  arrangements  that  will  eliminate  the  up-front  costs  of 
doing  a Producer  Direct  Sale. 

“This  simplifies  the  process  for  organic  farmers  who  want  to 
find  their  own  buyers,”  said  Ken  Ritter,  Board  Chairman.  “By 
changing  the  Producer  Direct  Sale  and  offering  credit 
arrangement,  we  are  making  the  process  easier  and  more 
flexible  for  farmers.  It  should  also  save  them  some  of  the 
additional  costs  they  have  to  pay  the  grain  companies  for 
administering  the  program.” 

The  new  program  follows  up  on  consultations  held  with  farmers 
earlier  in  the  year,  in  which  organic  farmers  clearly  indicated  the 
Producer  Direct  Sale  was  cumbersome  and  posed  problems  for 
cash  flow.  By  extending  credit,  farmers  will  now  be  treated  the 
same  as  customers  or  accredited  exporters  who  purchase  from 
CWB  on  credit. 

“Organic  farmers  expressed  varied  opinions  on  how  to  make 
improvements  to  the  buy-back  process,”  said  Ritter.  “The  new 
programs  are  a compromise  because  they  eliminate  some  of  the 
concerns  about  the  unnecessary  administration  involved  in 
undertaking  and  financing  a buy-back,  without  undermining  the 
principles  of  pooling  and  single  desk  selling.” 

Last  year,  85  of  an  estimated  800  certified  organic  farmers  on 
the  Prairies  marketed  their  wheat,  durum  and  barley  themselves 
under  the  Producer  Direct  Sale  Program.  The  balance  of 
organic  farmers  sold  their  grain  through  companies  that  market 
organic  grain. 

The  credit  program  for  organic  fanners  will  run  on  a trial  basis 
and  be  reviewed  regularly  with  users  throughout  the  year.  The 
new  program  will  be  launched  early  in  the  new  year,  along  with 
more  detailed  information  on  the  process  associated  with 
undertaking  a Producer  Direct  Sale.  “Our  intention  is  to  make  it 
as  simple  and  easy  for  the  farmer  as  possible,”  said  Ritter. 

The  CWB  is  the  worlds  largest  farmer-controlled  wheat  and 
barley  marketer.  Headquartered  in  Winnipeg,  Manitoba,  it  is 
one  of  Canada’s  biggest  exporters  and  the  largest  net  earner  of 
foreign  currency.  Marketing  prairie-grown  wheat  and  barley  to 
over  70  countries  around  the  world,  the  CWB  returns  all  sales 
revenue,  less  the  costs  of  marketing,  to  farmers  in  Western 
Canada. 

Comments  or  questions  can  be  sent  to:  questions@cwb.ca 
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“Growing  Global”  - Going  Organic  and  the  5th 
Western  Canadian  Medicinal  and  Aromatic 
Plants  Conference  - March  5-7,  2001 
Edmonton,  Alberta 

Topic  and  Speaker  Highlights 

1 . The  Paradigm  Shift  to  Organic/Natural  in  the  USA. 
Florence  Sender,  FoodLogic  Inc.  MA,  USA 

2.  New  Crops 

Dr.  Jules  Janick 
Purdue  University,  USA 

3.  Soil  Ecology  Research 

Elaine  Ingham,  Oregon  State  University,  Corvallis,  OR 

4.  Canadian  Special  Crops  Rich  in 
Bioactives  with  Health  Benefits 

G.  (Joe)  Mazza,  AAFC  Summerland,  BC 

5.  Growing  Essential  Oil  Crops  Organically 
Erica  Renaud,  Frontier  Organic  Research 
Farm,  Norway,  IA 

6.  Agronomics  of  Echinacea  and  St.  John’s 

Wort.  Jazeem  Wahab,  Canada-Saskatchewan  Irrigation 
Diversification  Center.  Outlook,  SK 

7.  Organic  Beef  Opportunities  in  the  EU  and  USA.  Bob 
Jeffery,  The  Can  West  Group.  Wetaskiwin,  AB 

8.  Market  Opportunities  for  Organic  and  Natural  Beef  in  the 
USA.  Lee  Arst,  President/CEO,  Coleman  Natural  Beef 
Denver,  CO 

9.  The  Realities  of  Marketing  Organic  Beef , Anne  Cooney, 
University  of  Saskatchewan,  Saskatoon,  SK 

10.  Holistic  Animal  Treatment 

Dr.  Gail  Campbell,  Tudor  Glen  Holistic  Veterinary  Clinic 
St.  Albert,  AB 

1 1 . National  and  International  Implications  of  the  US 
Organic  Rule 

Keith  Jones,  Organic  Program,  USDA  Washington,  DC 

12.  The  US  Market:  How  to  get  there! 

Pat  Maloney,  Prairie  Sun  Grains  2000 
Inc.  Calgary,  AB 

13.  Accessing  Who’s  Who  in  the  Organic  Food  Distribution 
System 

Heather  Shewchuk,  AAFRD 
Edmonton,  AB 

14.  Industry  Development  Issues 

Herbs  and  Aromatics  (Regulatory  Issues,  Alberta  Success 
Stories) 

1 5.  Organic  Industry  Development  Issues 

- Canadian  Wheat  Board 

- Organic  Standards 

- Weed  Management 

- Research 

Please  plan  on  attending  the  Banquet  and  a live  auction  of  Alberta 
products  on  Tuesday  evening. 

Trade  Show  and  Poster  Session  will  run  from  10.30  a.m.  to  5.30 
p.m.  on  Tuesday,  March  6 and  Wednesday,  March  7. 


Conference  Registration 
Growing  Global 

Organic  and  New  Crop  Opportunities 

Please  register  the  following  delegate(s)  for: 

Growing  Global:  Organic  and  New  Crop  Opportunities 
Date:  March  5 -7,  2001 

Place:  Ramada  Hotel  and  Conference  Centre  (Edmonton  Inn) 
Address:  11834  Kingsway  Avenue,  Edmonton,  Alberta 


Delegate  Name: 
Delegate  Title: 


Organization: 


Address: 


City;  Province:  Postal  Code: 

Phone  Number:  " " Fax  Number: 

E-Mail:  Web  Site: 

Amount  Paid: 

Registration  on  or  before  February  9,  2001-$200.00/person 

Registration  after  February  9, 2001-$250.00/person 

Student  Registration-Must  show  valid  student  I.D.  when 
picking  up  registration  package-$50.00  


Single  day  registration-only  available  up  to 
February  9, 2001-S125.00 


Registration  includes  all  meals  and  conference  material 

Please  indicate  which  day  you  are  registering  for: 

□ Tuesday,  March  6, 2001 

□ Wednesday,  March  7,  2001 

Extra  Banquet  tickets:  $35.00  x = 


Total  amount  of  cheque 

Please  make  cheque  payable  to 
AAFRD-SCPT 

Register  early,  space  is  limited. 
Mail  completed  registration  form  to: 
Growing  Global 
do  Wayne  Goruk 
306,  7000  - 113  Street 
Edmonton,  AB  T6H  5T6 

Or  fax  to:  (780)  427-5921 
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Special  Crops  Product  Team 


The  Special  Crops  Product  Team  represents  a cross-section  of 
specialists  from  Alberta  Agriculture,  Food  and  Rural 
Development  and  Agriculture  and  Agri-Food  Canada.  It  is  a 
liaison  between  industry'  and  government.  The  Team's  mission 
is  to  lead  departmental  activities  in  Special  Crops,  consistent 
with  industry  objectives,  in  response  to  diversification,  value- 
added  and  market  place  opportunities. 


Members  and  phone  numbers. 

Stan  Blade.  Chair 
Nabi  Chaudharv.  Past  Chair 
Terry  Buss.  Vice-Chair 
Wayne  Goruk.  Vice-Chair 
Connie  Phillips,  Vice-Chair 
Jeff  Ward,  Vice-Chair 
Donna  Fleury,  Secretary 
Kathy  Lowther.  Secretary' 
Manjula  Bandara 
Michael  Clawson 
Alan  Dooley 
Don  Hansen 
Sheau-Fang  Hwang 
Julie  Kennett 
Mafiz  Khan 
Paul  Laflamme 
Brenda  McIntyre 
Doug  McMullen 
Bob  Riewe 


(780)  415-2311 
(780)  422-4054 
(780)  853-8101 
(780)  427-3122 
(780)  980-4865 
(780)  422-4053 
(403)  948-8537 
(403) 948-8537 
(403)  362-1300 
(403)  381-5843 
(780)  422-2559 
(780)  422-4056 
(780)  632-8228 
(403)  292-6745 
(780)  422-6573 
(780) 538-5285 
(780)  495-4143 
(780)  427-4249 
(403)  381-5868 




The  '‘Special  Crops"  newsletter  is  published  four  times  per  year. 
Please  direct  any  questions,  comments  or  suggestions  for  story  ideas 
to: 

Wayne  Goruk,  "Special  Crops”  Newsletter 
Alberta  Agriculture.  Food  & 

Rural  Development 
306.  7000  - 113  Street 
J.G.  O’Donoghue  Building 
Edmonton  AB  Canada  T6H  5T6 

Phone:  (780)  427-3122  or 

(dial  310-0000  first  if  calling  long  distance  from  Alberta) 

Fax (780) 427-5921 

e-mail:  wayne. goruk@agric.gov.ab.ca 

The  newsletter  is  also  available  on  the  Internet  at: 

http://www.agric.gov.ab.ca/crops/special/scnews/index.html 


“Growing  Global”  Conference 

For  More  Information  PI 


Heather  Shewchu.v 
Phone:  (780)  422-7196 
Stan  Blade 

Phone:  (780)  422-1789 
Connie  Phillips 
Phone:  (780)  980-4865 

Or  Visit  the  Following  Websites: 

Growing  Global  Conference  Site 
http  ://www.  agric . go  v . ab . ca/conference/organic- 
herb.html 

Alberta  New  Crops  Network 

http://newcropsnetwork.org 

Special  Crops  Product  Team 

http://www.agric.gov.ab.ca/ministry/teams/spcrop.html 

Accommodations 

A limited  number  of  rooms  are  available  until  February  4, 
2001  at  a special  conference  rate.  Reserve  early  and  specify 
“Growing  Global  Conference”. 

Conference  rates  are: 

$75  for  deluxe  single/double  or 
$85  for  deluxe  triple/quad. 

Other  rates  are  available,  please  contact  the  hotel  directly 
and  specify  the  “Growing  Global  Conference”. 

Place:  Ramada  Hotel  & Conference  Centre 
Address:  1 1834  Kingsway  Avenue  Edmonton  AB 
Phone:  (780)  454-5454 
Toll  Free:  1-877-291-4911 
Fax:(780)488-8610 

e-mail:  ngould@chipreit.com 


National  Library  of  Canada 

Bibliotheque nat.onaledu  Canada 


3 3286  52147552  1 


To  Register 

Use  the  attached  registration  form  and  mail  it,  along  with 
your  payment,  to: 


Growing  Global 
c/o  Wayne  Goruk 
306,  7000  - 113  Street 
Edmonton,  AB  T6H  5T6 


Or  fax  the  registration  form  to: 

(780)  427-5921 
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Make  cheques  payable  to:  AAFRD-SCPT 
Registrations  are  not  final  until  payment  is  received. 


Digitized  by  the  Internet  Archive 
in  2017  with  funding  from 
University  of  Alberta  Libraries 


https://archive.org/details/specialcropsnews14albe 


